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Choose Function 

To begin, choose a function that you would like to evaluate. You may return to assess 
additional ftjnctions, and the latest results of each assessment you complete are sa^ 
for later review and updates. 



Function 




Service 



Viev/ Previous Assessment 
Vtmlm reMiils dr iipdatfe Inputs -> 

R^la^ gesufts or update mfauts 
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Begin the ass^sment 
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FIG. 6A 



function: Sales 



Rank Pain Points 

Next, please rank the peffbrmance of your business for each of the fotlowing pain points 
feiattngto S^s on a sc^e of 1 to 4 as fcSiams: 

1. Poor 

2. Below Average 

3. Above Average 

4. &est in Class 

Your overali levd <tf adoption of integrated business processes 8rK> related best practices 
for Sales will be assessed based on your rantdi^s for an pam points G^ed below. 

Also, please identify the three pain points fron> the list below that are most important to 
your business. High4evel financial and perfonnance benefits will be estimated based on 
the vaAie of ftdly adtq^g Rit^fraled business processes and r^ed best practices for the 
tiiree pain points yw choose. 
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Function: Sales 




Input Industiy and High-Level Financial Details 

To enable us to quantify the potential financial impact on your business of successfully 
addressing the pain points you have identified, please input your industry and annual 
re^nue from your most recent fiscal year. Then, accept or mmlify the dollar values and 
percent of r^nue that we estimate for selling, general, and administrative costs, 
bas^ on your revenue and industry. 



1 step 1 1 


Select your industry: 


Cross Industry Average 


B3 



s 


tep 
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Total annual revenue: $ 


10,000 





Iota! annual selling, general, and 
ad aim istrative costs : 



% 3,600 



[ Submit ] 



or 36 % of revenue. 
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Benefits Self Assessment 



Please input your estimates, in terms of percent improvement, for the benefits that 
your business can achieve from successfully addressing each of the most important 
pain points you have identified. 

tf you ha^ assessed more than one functional area it is important to understand that 
the benefits self assessment is cumu1ati>^ in nature and any addition^ benefit values 
are incremental to the values prewously reported for other functional areas. 
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Function: Sales 




AdoDtion Assessment 

Based on the type and severity of pain points you have identified for Sales, we 
classify your company as having Substantial Improvement Opportunities. 



Level of Adoption 



Description 



f - Siib^lEntlal 



11 I^velopng and tmplementlfig €^mprehenslve Customer, f^rtrter^ ami 



2 - Early-Stage Adopter 



4-BestPracti!30fW 



BuMing on early successes to impact addSimal pm imints can create 
competitive advantage 

FoctKsed adiie^ment of bo&t practices far femairmg pain points can sofirfify 
Indl^try leailersl^ 

MaJntainwig fead&rg-edge business processes and t^est practices antf ensuring 
consistent and efffcjent executton can extend mm^itive advantage mer time 
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Function: Sales 




Summary of Reiat&d Business Processes 

To b^'n developing a strategy for addressing the pain points you have identifi^, drill 
down on the related business processes below. Each business process 
includes detailed information to help you better understand how this business process 
could benefit your company: 

■ Business process description 

■ Performance metrics to measure and evaluate process effectiveness 

■ Best practices designed to ensure your success 

• Success stories of customers who have successfully ^dressed similar pain 
points 



Optimizing sales team resource altQcation and managing territories 
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Business Process Details 

Sm d«tai)s b«>ow to understand how to measure pwfomsnco for this business 
process, view a list of relevant products, and access Sucess Stories of other 
companies using to perform aimiiaV processes. Also link below to access 
siTstegK: b«st pr»ctics9 key to the oversU success cl this process, akmg with b*3t 
practice functionality that offers to ensure your success. 
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strategic Best Practice Details 

Strategic best practice are key to the o^rall success of a business process. Key 
success factors describe people, process, and general technology considerations for 
implementing each strategic best practice successfully. 



Implement a consistent sales methodology to optimize, coordinate, and 
manage selling efforts 



Effectrva sates methmJologtes provkie a commDn framework for sates execution 
consMBring such factors as overall corporate strategy, seing strategy and 
org^izatton, products, target cirstomers, aiKi oimpet^e dynamics. Sales 
(T»ittKKfok>ges defhe the sate process and provide a common language for 
assessing dea) status, indudtfig such factors as timing and likeShocMcS of closure. 
Sa^ methcKiologles a^o help optvhize seing tactics am! focus effort for particu^r 
accounts and opportunfties. 

Standard sates methodologies improve sates effictency and proiSuc^mty by 
er^uring the consistent application of optanal seing approaches, improving 
c^nminicafion ami collaboration among d*»trS>iited sates teams, ami providing a 
consistent foumEatbn for managing complex ami distributed sales organizations. 

Key Succe^ * management must defvie an appropriate ^fes meth<Klofogy m 6ght of 
Factors internal and external needs ami requiremervts 

• Sa^es manageiT«nt must drive adoption of tf^ sales m^hodology by 

communicating its value to sales reps in their own terms, ensuring that wen 
respects sates rep "floor leaders* champion adoption, provkling coaching and 
training, and measuring and rewarding adherence and adoption 

• Information systems must consstently support the implementation of the chosen 
sates methodotogy throughout the organization 

• b^formation systerr^ must provide role-specific selling ass^tant^ to indivkluals 
based on tf^ir rote within the sates team 

• friformation systems must support ^e rea^tflTle sggregatkm and analyse of key 
deal status imiicators defined by the sales n^hodobgy across such varmbtes as 

sales periods, accounts, sales reps, sales stages, products, and regions 

• Information systems must track key indicators of usage and adoption of the 
sates methcKlology by individual sates reps 

• Sates managen>ent must adopt the sates methodology into its own processes, 
such as prpeSne management and forecasting 

Return to Business Process 
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Best Practice FunctionalH^ Details 

Understand how our industry-leading applications facilitate and support the optimal 
execution of each Business Process through pre-packaged, "digital" best practices. 



Detaifed 
Description 



ESP-Based Named Account Selling 



Th« Enterprise Seffm^ Process {£SP) is a structured rtffithod otegy far sates, sales 
support araJ marfceiiiig teams responsibte for ji^netratifig, coverifig and grawing 
their lar|^ accounts. The ESP Metht^otogy includes the follow ir^ 

• Account segmentatiDn to ensure that the acojunt team identifies aiKi 
across muftipie units of the account. 

• Plannina and strategy development to win new bifsiness and use partner and 
custonrer relationships. 

• Creating actbn plans to measure and monitor progress a^inst the account 
plan in order to assure oontinuoi^ opportunity developrrjent and relattonship 
management. 
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